The Gym Owner ' s Guide to Doubling
Lead Show -Up Rates

Stop Losing Money on No-Shows

The Problem: You ' re spending money on ads . Leads are opting in . But they ' re not
showing up for their appointments .

The Cost: Most independent gyms see 10-20% show rates from their ad leads . At 100 leads
per month with a 15% show rate and S2, 000 lifetime value per member , you ' re leaving
§360, 000+ on the table annually by not fixing this .

The Solution: This guide reveals the exact 4-pillar system used by top-performing gyms to
consistently achieve 30-35% show rates (often doubling or tripling what most gyms
experience] .
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@), Pillar 1: Availability

Make It Easy for Them to Schedule

Most gym owners are sabotaging themselves by being too convenient for themselves and
not convenient enough for their leads .

What ' s Killing Your Show Rates:

e Only open Monday-Friday , 9am -5pm (when everyone ' s at work]
e 30 -minute or 60 -minute appointment blocks only

e No weekend availability

e Scheduling 5-7 days out

How to Fix It:

Expand Your Hours

e Take appointments 7 days per week (you already pay rent 7 days)
o Offer early morning (6-8am] and evening slots (6-8pm)]
e Cover multiple time zones if you ' re advertising broadly



Offer Flexible Time Slots

e Allow scheduling every 15 minutes (12:00, 12:15, 12:30 , 12:45)
e Keep your appointments the same length—just give MORE start time options
e This prevents " that time doesn ' t work for me " objections

Limit Scheduling Window

Maximum 3 days out (72 hours]

Same -day appointments = 80%+ show rates
Next -day appointments = 60-70% show rates
3+ days out = 40% or less show rates

Multiple Booking Methods

e Selffscheduling online (with visible time slots)

e |Inbound phone calls

e Outbound calls to set appointments

e Text -to -schedule option
Quick Win: Add Saturday and Sunday appointment slots . This alone can increase your
weekly appointments by 30-40% .

Pillar 2: Speed to Contact

First to Respond = First to Close

The Data:

e Calling within 5 minutes = 391% increase in conversions vs . waiting hours

e Responding within 1 hour = 7x more likely to book vs . waiting a day

o 78% of customers buy from whoever responds FIRST
Reality Check for Gyms: Most independent gyms respond to leads in 2-24 hours (or never) .
This is the #1 reason for 10 -15% show rates . Your leads are going cold or booking with faster
competitors .

Conversion Rate

391% 7X

5 Minutes 1 Hour
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What ' s Killing Your Show Rates:

e Responding to leads 2-24 hours later
e Calling once and giving up
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e |Letting leads schedule far into the future

How to Fix It;

Contact New Leads Within 5 Minutes

e Call immmediately when someone opts in
e While their interest is at peak levels
e Before they forget they even inquired

Pull Appointments Forward When someone selffschedules for later in the week , call

them immediately:

"H "Hey [Name], ], this is [Your Name] from [Gym Name] . | saw you just booked for Thursday.
y. I'm 'm calling to confirm some details before your appointment . Is now a terrible time? "

Then qualify them and say:

" Great news— s— | actually have an opening that just freed up today at 4pm . Would that

work better for you? If not, t, no worries , we 'r 're still good for Thursday. y. "
Same -day appointments = near 100% show rates .

Respond to ALL Messages Immediately

e Texts, DMs, emails, voicemails

e Fast response =" These guys are legit and care "

e Slow response =" These guys are disorganized , why bother? "
Quick Win: Set up auto-responses for new leads with: " Thanks for your interest in [Gym
Name]! | ' m pulling up your info now and will call you in the next 2 minutes from [YOUR
NUMBER] . "

Pillar 3: Personalization

Make It About THEM , Not You

Generic follow -up = ghosting . Personal follow -up = showing up .

What ' s Killing Your Show Rates:

e Sending the same template message to everyone
e No personal touch
e NO reason to show beyond " your appointment is tomorrow *

How to Fix It:

Communicate Where THEY Prefer

e Call, text, email, DM — try all channels initially
e Continue the conversation wherever they respond first
e Don 't force phone if they prefer text
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How to communicate with leads to improve show-up rates?

Try All Channels ®° v ‘e
Initially use call, text, email, and

DM to identify preferred ¢
method. o

Q

Continue on Preferred
Channel

Avoid Forcing Phone

Respect lead's preference for
text over phone calls.

Focus on the channel where the
lead first responds to maintain
engagement.
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Use Their Information

e " | see you mentioned wanting to lose 20 lbs for your daughter ' s wedding *
" You said you ' ve tried workout apps but need accountability "
Reference what they told you in the opt-in form
J Give Them Something to Show Up For The " TTShirt Close " for gyms:
"H "Hey [Name], ], | ' ve got a welcome package here for you for tomorrow. w. Do you prefer

a black or gray performance shirt? "
When they choose a color — they ' ve mentally committed to showing up .

Other options:

e Free week of group classes

e Nutrition guide

e Body composition analysis

e Training program designed for their goal

Show Proof They Can Relate To

e Before/after from someone their age

e Testimonial from someone with their same goal

e Video of your gym culture/atmosphere
Quick Win: Before every appointment , text them: " Looking forward to meeting you
tomorrow at 3pm! | pulled some success stories from members who had your same goal—I|
think you ' Il be excited to see them . "

gﬁg Pillar 4: Volume of Outreach

More Touchpoints = More Shows

44% of salespeople give up after ONE attempt . The average is 1. 3 attempts . Meanwhile
most leads need 5 -8 touchpoints before they engage .

What ' s Killing Your Show Rates:

e Calling once and giving up
e Only sending one reminder
e Not following up with non-responders



How to Fix It;

Day 1: The Blitz (When Lead Opts In])

1. Call within 5 minutes (double-dial if no answer]
e 2. Leave voicemail

e 3.Send text immediately after

e 4 . Double Dial + text again 2-3 hours later

e 5. Text again 5-6 hours later

° Days 2 -3: Persistent Follow -Up

e Call twice per day [morning and evening)

e Text after second call

e Mix up your messaging angle

J Days 4 -7: Consistent Presence

e Call once per day

e Text after call

e Send value -based content (success story , tip , etc . ]

Lead Follow-Up Strategy

o - 7 Sl -l

Initial Lead Day 1 Blitz Days 4-7 Engaged Lead
: : Presen
Lead opts into gym Immediate, multi- esence Lead stays
channel contact Persistent, varied Consistent value connected and
messaging delivery interested
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Appointment Reminders (Once Scheduled])

Automated:

e Immediately after booking [confirmation])
e 24 hours before

e 12 hours before

e 3 hours before

Personal (from your cell phone):

e Night before: "H "Hey [Name], ], excited to meet you tomorrow at 3pm! | have your
[incentive] ready. y. See you then! "

e Morning of: "M "Morning [Name]! Don 't 't forget we 't 're meeting at 3pm today at
[Address] . 'l 'll be calling from this number. r. See you soon! "

e 1 hour before: "H "Hey [Name], ], heading into your 3pm now. w. | 'm 'm the guy in the
[color] shirt . Looking forward to it! "

Book Next Appointment FROM Current Appointment Never
end a consultation without booking the next step:

* If they ' re signing up — schedule their first session
* If they need to think — schedule a follow-up call
* |If they have questions = schedule when you ' Il get them answers



Never say " | ' Il follow up . " Schedule it NOW .

Quick Win: Add personal text reminders the night before and morning of appointments . This
alone can boost show rates 5 -8% immediately .

Your Implementation Checklist

Availability Fixes

Add weekend appointment availability

Extend hours to 6am - 8pm to cover working professionals
Create 15 - minute time slot intervals

Limit online scheduling to 72 hours out maximum

Add self- f- scheduling option to your website

Set up text-to-schedule capability

Speed Improvements

Set up 5-minute response system for new leads
Create script for pulling appointments forward

Train team on same - day closing

Set phone system to show local area code

Establish " respond within 5 minutes " team standard

Personalization Systems

Create intake form asking about goals , timeline , past attempts

Set up " choice close " for appointments (shirt color , session time , etc . )
Gather 5 - 10 before/afters for different demographics

Create personal cell phone for text reminders

Design pre-appointment gift/incentive

Volume Execution

Build Day 1-7 outreach cadence

Set up automated appointment reminders

Create personal reminder templates

Implement " no appointment ends without next step scheduled " policy
[ ] Track attempts-per-lead by team member

The Bottom Line

Most independent gyms struggle with 10-20% show rates . This costs you thousands every
month in wasted ad spend .

If you implement just ONE pillar consistently , you can lift show rates to 18-22% .

If you implement all four pillars , 30 -35% show rates are achievable (and some gyms push
even higher with perfect execution]) .

The Math on a 100 -Lead -Per -Month Gym:

Current Reality (15% show rate]):

¢ 15 appointments shown
e 40% close rate = 6 new members
e $2,000LTV =512, 000/month = S$144 , 000/year

After Implementation (30% show rate]:

e 30 appointments shown
e 40% close rate = 12 new members
e S2,000LTV =524, 000/month = $288, 000/year



Gym Lead Show-Up Rate After Implementation

Total appointments
30 scheduled

Appointments
Shown

Appointments that were
attended

New Members

New members acquired
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That's S144 , 000 more per year from the SAME leads , SAME ad
spend .

You 're already paying for these leads . You ' re just not converting them into appointments .

The Reality Check

Here ' s the truth: This system works . But it requires consistency , speed , and persistent
follow-up across multiple channels .

The challenge? Most gym owners can 't maintain this level of follow -up manually . You ' re
coaching clients , managing staff , running the business .

Getting to 20-22%: Basic Automations

Many gyms try to solve this with basic automations—scheduled texts , email sequences,
auto -reminders . These can help you reach 20-22% show rates .

But here ' s the problem with standard automations: They feel like
automations.

Even with great copywriting , you ' re having the same conversation with every lead . Lead A
gets the exact same message as Lead B, regardless of:
e When they last responded
What questions they asked
What objections they raised
Where they are in their decision process
Their specific goals and concerns



Standard automations lack personalization.

Lack of Response Awareness

Automations ignore last response time.

I: Automations don't address specific questions.
/ @ Decision Stage Neglect
)

| \ Automations disregard decision process stage.

Unresolved Objections

Automations fail to handle objections.

Goal and Concern Blindness

Automations overlook individual goals.
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Getting to 30-35%: Al Agent Systems

And no — we ' re not talking about chatbots . Those feel robotic , respond slowly , and
frustrate leads .

What actually works is a system of specialized Al agents that communicate and cooperate
with each other—like having a full sales team that never sleeps , but with perfect memory
and consistency .

These agents work together—sharing information , coordinating timing , and ensuring every
message , call , and voicemail is tailored specifically for each lead ' s unique situation and
stage in the process .

Result? The speed and volume of automation + the personalization of your best salesperson .

Next Steps

Print this guide . Highlight the 3 biggest gaps in your current process .

Start this week . Pick one pillar and implement it fully .

Track everything . Measure your show rates before and after .

Remember: Every percentage point increase in show rate is money you ' re already
spending on ads — you ' re just not collecting it yet .

Now go get it.

Want This System Installed For You?

If you want texting , calling , reminders, personalization , scheduling , and lead scoring
handled automatically by Al—with a specialized agent system that actually understands each
lead . ..

We 'l set it up for your gym .

Book a 10 -minute walkthrough here: https://www.onexscale.com/strategy-call

The leads you ' re already paying for are waiting .


https://www.onexscale.com/strategy-call

